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Financial  
Wellness:  
The Next Frontier
Helping participants take  
a holistic view of financial  
and lifestyle choices

P lan sponsors are working hard to help 
participants save and invest wisely 
for retirement. Meanwhile, some are 

contemplating the defined contribution industry’s 
next challenge: cultivating participants’ overall 
financial wellness. 

“Traditionally we’ve tried to address retirement 
saving in a vacuum,” says Jennifer Benz, CEO of 
employee benefits communication firm Benz 
Communications. “That’s not ideal, because people’s 
lifestyle choices and other financial decisions affect 
their retirement saving, and vice versa. Having a 
big balance in your 401(k) account is great—but not 
if you’re carrying an even bigger balance on your 
credit cards.” 

Benz and others note that participants will be 
prepared for retirement only if they balance current 
needs and future goals throughout their careers. 
Plan sponsors can support retirement readiness 
more effectively, they say, by helping participants 
understand the ways specific choices—for example, 
how much to spend and save, where to live, whether 
to take time off from work to care for a loved one 
or start a business—influence their overall finances 
and lifestyle, today and tomorrow. 

“The retirement industry has been focused on 
how much money people need to save, rather than 
on what they are saving for,” says Benz. “Getting 
people to really think about what they’re saving  
for is a big opportunity to have a richer dialogue 
about retirement.” 
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TreaT The Whole paTieNT
Many health insurers and employers have 
recognized that encouraging healthy lifestyles is 
more effective than treating disease alone. Benz 
and others argue that the DC industry would 
benefit from a similar approach to participant 
education—one that encourages sound overall 
financial habits and an awareness of how lifestyle 
and finances are related, instead of addressing 
retirement savings in isolation. 

Plan sponsors who want to encourage financial 
wellness can start with education programs 
promoting basic financial literacy and awareness. 
For example, sponsors can provide seminars on 
money management, backed with tools such as 
budgeting worksheets and savings calculators. 

Access to financial advisors can be especially 
useful in helping participants become conversant in 
financial topics. (Read “Follow The Leaders” on page 
20 to learn how American Express provides financial 
education that helps its participants prioritize 
multiple goals.) 

Such programs give participants the language 
to engage in the next stage of developing financial 
wellness: thinking about the key lifestyle elements 
that influence their financial priorities. These 
include the following: 

Work. What is your career path? How long do you 
plan to work? Are you considering a career change? 
How does that influence your income, now and in 
the future? 
Home. Are you considering upsizing or downsizing? 
Do you own or rent? Will you have an empty nest 
soon? Are you simplifying your home expenses? 
Habits and hobbies. What’s important to you? How 
do you prioritize your spending? What do your 
habits or hobbies cost? Do you plan to travel more? 
Could you dine out less? 
Family. Who are you financially responsible for 
supporting? Will you pay for children’s college or 
care for aging parents? 

This awareness of sound financial practices, 
combined with an understanding of the connection 

between lifestyle and finances, can help participants 
set realistic expectations for what’s possible 
given their financial circumstances. Having that 
perspective may make them more likely to live 
within their means, setting the stage for them to 
achieve their goals up to and through retirement. 

HealtH insurers and 
employers recognize      
tHat iT’s beTTer To 
eNcourage healThy 
liFesTyles tHan to  
treat disease. tHe  
dc industry would   
benefit from a similar 
approacH tHat  
teacHes participants 
sound financial Habits.

a bluepriNT For WellNess
Creating a financial wellness strategy is new 
territory for the DC industry. State Street Global 
Advisors is partnering with Benz Communications 
and collaborating with the Defined Contribution 
Institutional Investment Association to create a  
new working group that helps plan sponsors do  
the following:
•	 Define	financial	wellness
•	 Develop	metrics	to	measure	it
•	 Design	a	blueprint	to	incorporate	financial	

wellness into a DC plan
•	 Explore	communications	options

We hope to encourage plan sponsors to adopt  
an approach to financial wellness that helps  
their participants make good, healthy financial 
decisions, today and at each step of their journey 
through retirement. 

Interested in 
participating in 
our Financial 

Wellness Working 
Group? Contact 
Megan Yost at  
megan_yost@

ssga.com for more 
information.  
We will share 

our findings in a 
future issue. 
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State Street Global Advisors One Lincoln Street, Boston, 
MA 02111-2900. T: +1 617 786 3000.

State Street Global Advisors is a global leader in asset 
management, entrusted with trillions* in assets as of 
September 30, 2016. As one of the premier investment 
managers for U.S. defined contribution plans, SSGA has more 
than 30 years of experience in the DC market with over $319 
billion in global DC assets as of September 30th, 2016. DC 
clients rely on SSGA to provide a powerful, global investment 
platform that offers access to virtually every major asset 
class, capitalization range and style, including low-cost index 
funds, a suite of QDIA-eligible target date and balanced 
funds, and distinct DC share classes. Beyond investment 
solutions, SSGA provides a dedicated DC client engagement 

team that assists clients with the onboarding process and the 
development of thought-leading participant communications.

The views expressed in this material are the views of SSGA 
Defined Contribution through the period ended January 31, 
2017 and are subject to change based on market and other 
conditions. This document contains certain statements that 
may be deemed forward-looking statements. Please note 
that any such statements are not guarantees of any future 
performance, and actual results or developments may differ 
materially from those projected. The information provided 
does not constitute investment advice and it should not be 
relied on as such. It should not be considered a solicitation 
to buy or an offer to sell a security. It does not take into 
account any investor’s particular investment objectives, 
strategies, tax status or investment horizon. 

Unless otherwise noted, the opinions of the authors provided 
are not necessarily those of State Street. The experts are 

not employed by State Street but may receive compensation 
from State Street for their services.  Views and opinions are 
subject to change at any time based on market and other 
conditions. You should consult your tax and financial advisor. 
All material has been obtained from sources believed to be 
reliable. There is no representation or warranty as to the 
accuracy of the information, and State Street shall have no 
liability for decisions based on such information. 

Investing involves risk, including the risk of loss of principal. 
The whole or any part of this work may not be reproduced, 
copied or transmitted or any of its contents disclosed to third 
parties without SSGA’s express written consent.

*Assets under management were $2.4 trillion as of September 
30, 2016. AUM reflects approx. $40.3 billion (as of September 
30, 2016) with respect to which State Street Global Markets, 
LLC (SSGM) serves as marketing agent; SSGM and State 
Street Global Advisors are affiliated. 
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See themselves 
maintaining their current 

lifestyle in retirement 65%

Plan to go  
back to school  
in retirement15%




